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Jan. New Car Sales Total 
From First Three States to 
Report Exceeds 1932 Mark 


Combined Totals from West Virginia, Delaware and 
Illinois in January Run 12 Per Cent. Above 
Total in Same States 1932 


Detroit, Feb. 9.—R. L. Polk & Co. today released Janu- 
ary passenger car sales figures for three states and this pre- 
liminary showing is eminently satisfactory to the automo- 
tive industry. The three states involved are Delaware, 
Illinois and West Virginia and the total sales in January 
this year were 6,913, comparing with 6,147 in the same month 


of 1932. 
uary this yeer amounts to. about | MICHIGAN BILL 
PROVIDES MONTHLY 
LICENSE PAYMENTS 


oe ‘u nder 













121-3 per cent. Obviously returns 
from three states do not give much 
basis on which to estimate a sales 
total for the year, but if this ratio 


matior Aug. 27, 1925, Past 


Act of Mareh 8. 1879 


is maintained in reports from the 
forty-five states and the District of 
Columbia, the total for the month 
would run to about 97,000 passenger 
car sales, in comparison with 87,495 


in the same month of 1932. 


It is interesting to note that of 
the three states so far reporting, 
Delaware is the only one to show a 
decrease in sales under its January, 
1932, total, and this loss amounts to 
just fourteen vehicle units. Mlinois 
shows a gain, as previously recorded 
in Automotive Daily News,.and West 
Virginia reports 763 cars sold this 
January, against 728 in that month 


of last year. 
Further 
anxiously awaited. 


sales reports will 


ing among the farmers. 


for encouragement in the returns, 


and this, it is pointed out in this 
is the first such ground for 


city, 
hope has appeared in many weary 
months. 


MILWAUKEE JANUARY 


SALES UNDER JAN, 32 


Milwaukee, Wis., Feb. 9.—Auto- 
mobile sales in this city during 
January were definitely unsatisfac- 

ry. 


compares with 617 in the same 
month of 1932. 

Truck sales in January were 43, 
against a total of 57 disposed of in 
danuary, 1932. 

Local automobile dealers, in spite 


of the decrease under a year ago 


and in the face of returns from 
other cities, where sales have been 
up, are not discouraged. They be- 
lieve that February and March with 
all the new models available, will 
show a definite increase. 


RECEIVERS APPOINTED 
FOR DU PONT MOTORS, INC. 


Wilmington, Del., Feb, 9.—Chan- 
cellor Josiah O. Wolcott today ap- 
pointed S. Scott Baker of Wilming- 
ton receiver for Du Pont Motors, 
Inc. The company, which manu- 
factured custom built automobiles, 
but has been inactive for more than 
@® year, was controlled by the Indian 
‘Motocycle Company. 

Petitions for a receiver were filed 
by the Indu Corporation and by 
Seaburg & Blackwell of Wilmington. 
ZB. Paul du Pont is president of the 
company. 




























be 
It is possible 
hat reports from states overwhelm- 
gly agricultural in occupation may 
wipe out these early gains, consider- 
ing the lamentable conditions exist- 
So far, 
however, there is considerable “tause 


The total passenger car sales 
January, 1933, was 369, which 


Lansing, Mich., Feb. 9.—Automo- 
bile license fees in Michigan would 
be paid on a monthly basis, with a 
bill introduced into the Legislature 
today by Representative James H. 
Frey of Battle Creek. The bill would 
reduce license fees more than 50 
per cent., and is the outgrowth, Frey 
said, of demands of motorists for 
cuts in the weight tax. 

Passenger vehicles up to 3,000 
pounds would require a license fee 
of 50 cents per month under the 
plan. Cost for twelve months would 
be $6. The present rate is 55 cents 
per 100 pounds. Plates for cars 
weighing 3,001 to 3,500 pounds would 
cost $1 per month, and from 3,501 
to 4,000 $1.50 per month. The rate 
would increase 50 cents for every 
500 pounds above that. 

Rates for commercial vehicles 
would be higher. Plates for trucks 
and trailers up to 2,000 pounds 
would be $1 a month and for every 
500 pounds above that the fee would 
increase > $1. 


DIAMOND-T SALES 
IN JANUARY UP 15% 


Chicago, Feb, 9.—The Diamond-T 
Motor Car Company of Chicago re- 
ports an increase of 15 per cent. in 
January sales, as compared with the 
same month last year. According 
to Sales Manager E, J. Bush, this 
completes the fourth successive 
month in which sales have run 
ahead of the same month in the 
previous year. 

Equally encouraging, according to 
their statement, is the sustained ac- 
tivity in the export business, both 
December and January showing an 
excellent increase, and current in- 
quiries being larger than for many 
months. 

Since the volume of motor truck 
sales closely follows the curve of 
general business activity, this con- 
sistent improvement may well point 
a definite upward trend for the 
coming year. 


FORD ATLANTA PLANT 
RESUMES OPERATION 


Atlanta, Ga., Feb. 9.—The Ford 
Motor Company’s branch plant in 
this city resumed normal operations 
Monday, taking on about 150 men 
who had been laic off since Janu- 





ary 27, it was officially announced 
by the manager’s office here. 


The men were relieved from work 


following the threat of a general 
shut-down by Ford at the outset of 
the strike of the Briggs Manufac- 


turing Company in. Detroit. 
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5 Cents. $12 Per Year. 


N. A. C. C. Members’ Production 
_In January Topped January, ’32 


M. E. M. A. APPOINTS 
SHOW COMMITTEE 


New York, Feb. 9.—Further prog- 
ress in the development of plans for 
the 1933 trade show of the Motor 
and Equipment Manufacturers’ As- 
sociation is indicated by the ap- 
pointment of the 1933 M. E. M. A. 
trade show committee by President 
George L. Brunner, 

Mason T. Rogers, vice-president of 
the Multibestos Company, North 





J. H. Williams 


Cambridge, Mass., has been named 
chairman of the committee. Other 


Mason T. Rogers 


+ 


Chamber Estimate Places Output for January, By 
Members Only, at 115,915, Against 110,869; 
Ford F igures Not Available 


New York, Feb. 9.—January, 1933, production by Nat- 
ional Automobile Chamber of Commerce members exceeded 
that of January, 1932, by approximately 5 per cent. The 
actual figure this January was 115,915, as against 110,869 
in January, 1932. This is the first time that the production 
of any month has exceeded that of the corresponding month 
of the previous year since August, 1931. 





duction this year exceeded that of 


DETROIT EMPLOYMENT. |i2tie’*e%s uc: S.canuery pe: 
PICTURE CONFUSED BY 
STRIKES; TREND IS UP 


Detroit, Feb. 9.—Recent events 
have served to confuse the employ- 
ment situation in this district, which 
should now be entering upon its best 
period of the year. The strike at 
the Briggs plant and that at the 
Hudson have thrown out many 
thousands of workers and there is 


members are C. P. Brewster, K-D| 0 definite figure indicating how 


Manufacturing Company, Lancaster, 
Pa.; C..C. Secrist, Victor Manufac- 
turing and Gasket Company, Chi- 
cago; G. W. Sherin, E. I. du Pont 
de Nemours & Co., Wilmington, Del., 
and F. G. Wacker, Automotive 
Maintenance Machinery Company, 
Chicago. 

Although no definite decision has 


(Continued on Page 6) 


OLDSMOBILE OFFERS 
SPECIAL RADIO SETS 


Detroit, Feb. 9.—Oldsmobile own- 
ers may now have their cars 
equipped with a specially designed 
and built radio set, it is announced 
by R. M. W. Shaw sales manager. 
This is the new B. O. P. all-electric 
superheterodyne radio set, designed 
and built especially for the Buick- 
Olds-Pontiac Company of Detroit. 

As all Oldsmobile closed models 
are wired for radio at the factory, 
the new radio can be installed at 
slight cost. The dial control unit of 
the set is so built that it can be in- 
stalled without injury to the instru- 
ment panel, and can be easily re- 
moved if desired, 

A leading feature of the new set 
is said to be its fine tone quality. 
The advanced superheterodyne cir- 
cuit, with new type tubes, produces 


(Continued on Page 7) 


HOLIDAY SCHEDULE 


Owing to the fact that 
Lincoln’s Birthday is this 
year celebrated on Monday, 
February 13, Automotive 
Daily News will not publish 
a Tuesday paper, and the 
first issue next week will 
be that of Wednesday, Feb- 
ruary 15. 

Owing to the fact that 
Washington’s Birthday falls 
on Wednesday, February 





22, Automotive Daily News 
will not publish an issue for 
that day. 





many still are out of employment. 

Briggs company officials claim 
that their trouble has been smoothed 
out and that more than 50 per cent. 
of their old emplovees are back at 
work. The Hudson company ca!led 
on all employees to return to work 
today, with assurances that differ- 
ences would be adjusted. The effect 
of this call to the colors cannot yet 
be indicated. 

In the meantime, other companies 
have brought employment up nearly 
to normal levels for this time cf 
year. Chevrolet has approximately 
34,000 workers on its pay roll. Fisher 
body is paying about 23,000 people. 
The Chrysler divisions are known 


(Continued on Page 2) 


GRAHAM APPOINTS 
6 NEW REPRESENTATIVES 


Detroit, Mich., Feb. 9.—The field 
organization of Graham-Paige Mo- 
tors Corporation was further ex- 
anded this month with appointment 
of six factory representatives, 

.J. F. Golden, formerly associated 
with the New York Graham organ- 
ization, where he served as whole- 
sale representative, will become field 
representative in the New York ter- 
ritory under the new organization 
plan. 

A. F. Soul will go to the Wash- 
ington district, making his head- 
quarters at Charlotte, N. C. He 
formerly was with the E. C. Will- 


(Continued on Page 6) 


AUBURN RE-ELECTS 
ALL DIRECTORS 


Auburn, Ind., Feb. 9—The annual 
meeting of stockholders of the 
Auburn Automobile Company was 
held here today, The entire board 
of directors was re-elected to serve 
until the next annual meeting of 
the stockholders in 1934. 

At the annual meeting of the 
board of directors, which followed 
the stockholders’ meeting, all offi- 
cers of the Auburn Automobile 
Company were re-elected to serve 
until the next meeting of the board 
of directors in 1934, 


December, 1932, by 38 per cent. 
Ford production for January is 
not yet available, but this large pro- 
ducer during that month was en- 
gaged in the work of bringing out 
new models, so that the total will 
not be very heavy. It will probably, 
however, give the whole industry a 
total in excess of that of last Janu- 
ary, &@ condition that has not oc- 
curred in many, many months, 


GA. SENATE REVISIONS 
DELAY LICENSE BILL 


Atlanta, Ga., Feb. 9.—The Geor- 
| gia state Senate has balled up Gov, 
Eugene Talmadge’s $3 license fee 
program in fine shape by rejecting 
the measure passed in the House of 
Representatives and passing one of 
its own, cutting present rates in half. 

The lowest fee which is charged 
in the measure passed by the state 
Senate is $5.63, instead of the $3 ad-« 
vocated by Gov. Talmadge. After 
cars reach the 2,800-pound class the 
fees are the same as in the House 
measure, or 50 per cent. of the li- 
cense fees now being charged. 








The Senate measure reduces the 
fees charged for small trucks, mak- 
ing a charge of $7.50 for trucks un- 
der one and a half tons. This is a 
reduction of $7.50 for one-ton trucks 
and $15 for one-and-a-half-ton 
trucks. For other sizes the fees are 
the same, reaching a total of $1,125 
for trucks of seven tons or over. 

The result of the Senate action 
will be a conference between the 
Senate and House committees to 
iron out the differences, and if 
these cannot be ironed out it is 
probable that the whole lower li- 
cense fee plan, for which the special 
session was called, will be aban- 
doned, 


METROPOLITAN N. Y. AREA 
HAS LOSS IN 3 JAN. WEEKS 


New York, Feb. 9.—Returns are 
now available on passenger car sales 
for the first three weeks in January 
for the metropolitan district, which 
comprises New York city and con- 
siderable surrounding territory. 

In January, 1933, total sales of 
passenger cars amounted to 4,786 
in this area, comparing with 5,139 
in the same territory in January, 
1932. Sales in the metropolitan dis- 
trict started with a gain in the first 
week in January, but the two fol- 
lowing weeks have shown decreases 


DELCO CONCENTRATING 
OPERATION AT ANDERSON 


Anderson, Ind., Feb. 9.—Automo- 
tive electrical generator, starter and 
ignition manufacturing operations 
of the Delco Appliance Corporation 
at Rochester, N. Y., a General 
Motors unit, are being moved here 
and merged with Delco-Remy. 








~) 
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ACCIDENT PREVENTION PROGRAM 
STRESSED BY S. 0. OF N. J. 
IN TRUCK OPERATION 


By S.M. NELSON 
There are three important steps in the accident preven- 





tion work of the Standard Oil Company of New Jersey in the | 


operation of its huge flete of trucks. They are: education, 
engineering, enforcement. Education is taken care of by the 
isuance of pamphlets, reminders, instructions and meetings 
where much stress is laid on the careful handling of equip- 
ment. Education is made more impresive by experience, often 
a sad method of gaining knowledge. 

“We have safety and automotive ®—-— 
engineers and keen managers who |breakage of the drawbar between the 
ere making a constant study of pre- truck and the trailer, they would 
dominating engineering conditions,| engage at all stages of 
influencing accident prevention,” under all road conditions. 
says J F. Winchester, motor vehicle The company has a very definite 
superintendent. “New safety appli- | ruling against the use of any re- 


ances are experimented with to de-| 
termine their usefulness in opera- | **TY€ fuel tanks mounted soe = 
tion, and, if approved, immediately | truck running board or at any other 


load and | 


put in use. location on the side of a truck or 
trailer. Al] fuel tanks are located un- 
der the driver’s seat. This is a re- 
|quirement of the Department of 
| Motor Vehicles of the state of New 
| Jersey. Ten additional safety pre- 
cautions provided by the company 
are as follows: 

Full complement of electric head- 
| lights, side running lights and tail- 
lights. 
| Two-wire system employed. 
Air brakes on both truck and 
trailer so designed that brakes 
|} would automatically set in cise of 
severance of the draw bar. 


“Enforcement is carried on to the 
point of even releasing an employee 
from service if an accident was 
caused by his direct carelessness. 
Lesser penalties are supplied for 


lesser forms of breaking discipline, | 


although all are serious enough to 


make a decided impression on the | 


one committing the act.” 
For the prevention of unlighted 
tail lights, a common accident haz- 


ard, al] tail lights are wired in Se- | 


ries with dash lights. “Our practice 
for truck and four-wheel] trailer in- 
stallations,” says Mr. Winchester, “is 


| ternal emergency valves, vents, fire 
| screens, and pressure relief plugs. 
| Drag chains are provided for the 
| dissipation of static charges. 

Rear of trailer tank is protected 
by a separate bumper. 

A steel cab is provided fcr the 
truck operator and rear-visicn mir- 
rors, electric horn and electric wind- 
shield wiper ere supplied. 

Trucks are governed at a con- 
servative speed. 


‘N.S. P. A. TO RELEASE 
U. $, MERCHANDISING 


A new alliance between business 
|and the Federal government, with 


- | Detroit as its headquarters, and de- 


| Signed to aid automotive after-mar- 
ket manufacturers, wholesalers and 
service men, is now being put into 
| effect in the form of a merchandis- 
|ing information service set up in the 
offices of the National Standard 
Parts Association, with the co- 
|operation of the United States De- 
partment of Commerce, E,. P. Chal- 
fant, executive vice-president of the 
association, announces. 
The merchandising information | 
file idea was developed by the} 

Bureau of Foreign and Domestic 
Commerce as a result of the rapidly | 
increasing demands upon it for | 
scientific merchandising informa- | 
tion to meet the strain of low busi- 
ness activity. The new Service is 
planned to enable the business man | 
to obtain a more complete service | 
through the medium of his anal 
| 








trade organization. 


SERVICE IN FUTURE 
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SPARKS from DETROIT 


a 


Buyers Pay Cash 


* te * 


Continental Honored 


. * 


Charles E. Duryea 


* * * 


Tanned ’Em With a Tandem 


* ak 


Chris Sinsabaugh 


Detroit Editor 














EADING in Tuesday’s A. D. N. that the Department 
of Commerce reports “wholesale and retailing financing 
|of motor vehicles during 1932 took a sharp decline, as com- 
pared with the previous two years,” brings to mind a recent 
statement made to me by a friend of mine in the industry 
who has been conducting a sort of survey along the same 
lines, 

Says this chap: “I’ve been talking with several execu- 
tives in the finance companies, and they tell me that, whereas 
in 1928, the peak year, only 20 per cent. of the purchasers of 
new cars paid cash, the past year shows a remarkable switch. 
Right now 45 per cent. are cash customers. And I have 
talked to leading dealers who say the same thing. 

* * * 


“AS I ANALYZE IT, this means that those who have 


to have the trailer tail light wired Trailer draw bars are of sturdy 
in series with the truck dash light. | construction, of universal action and 
so that the driver may have instant | are supplemented by safety chains. 
warning in case the trailer tail light 
is extinguished. The truck tail light | the cab of the truck, as well as on 


is ordinarily wired in parallel with|the sides underneath the running | 


the headlights of the same vehicle.” | boards of the truck tank and ‘vailer 
Special bumpers are provided for | tank. 

the protection of the rear of truck All tanks are of multi-compart- 

and its tank and the front of the| ment design conforming to the N 

trailer and tank. The bumpers are|F. P. A. recommended practice, as 

So designed that in case of to weight and kind of material in- 


the 





FEBRUARY 
TRUCK ISSUE 


Owners of 1,500,000 Business 
Vehicles Vill Get the Issue of 
‘ebruary 17. 


(Postponed date, aecount of lave registration figures) 


* 


Fleet owners having 10 or more vehicles, 27,000 


the truck issue February 17. 
with 


Only Automotive Daily News can pro 


names, will receive 
Machol 
addressed. 


vide such wide extra distribution at no additienal 


list being used, copies personally 


cost to the advertiser. 


If you want to reach not only those owners but 
all exclusive truck dealers, important bus operators, 
$,000 passenger car dealers and important factory 
officials, use that issue with a page at $350; half 
page at $175 or a quarter page at $87.50 


Forms close 2 days preceding publication. 


Automotive Baily News 


H_ A. TARANTOUS, Bus Mer., 350 HUDSON STREET, N. Y. C. 


DETROIT OFFICE: Geo. M. Slocum, Manager 
Fisher Building, Detroit, Mich. 


WESTERN OFFICE: Willard R. Cotton, Manager 
333 Ne. Michigan Ave., Chicago, Il, 





Fire extinguishers are provided ir | 


sociation, with a membership com- 
prised of manufacturers and whole- 
salers of automotive service parts, 
tools, equipment and materials, is 
the first organized group in the au- 
tomotive trade, and one of the first 
large scale national trade bodies in 
the entire country to embrace the 
new idea,- according to Commerce 
Department records. 

Installation of the merchandising 
service file in the offices of the Na- 
tional Standard Parts Association 
has just been completed under the 
direction of A. R. Sandt, director of 
marketing research of the associa- 
tion, with the aid of A. J. Barnaud, 
manager of the Detroit district of- 
fice of the Bureau of Foreign and 
Domestic Commerce. 

Arrangements for the co-operative 
alliance between the association and 
the Department of Commerce in 
setting up the service were carried 
out through A. W. Childs, chief of 
the department’s automotive divi- 
sion in Washington. 


‘DETROIT EMPLOYMENT 
PICTURE CONFUSED BY 
STRIKES; TREND IS UP 





| (Continued from Page 1) 

to have added men until their pay- 
rolls are nearly normal. The Gen- 
eral Motors divisions, Buick, Olds- 
mobile and Pontiac have employ- 
ment at regular levels. 

If the strikes which have recently 
raised their heads in this city can 
be amicably adjusted, employment 
in the Detroit district will spring 
upward to somewhere nearly the 
normal level. 


| FLORIDA POSTPONES 


Tallahassee, Fla. Feb. 9.—The 
Florida Railroad Commission has 
| Dostponed its hearing on weights 
of motor vehicles on the highways. 
E. S. Mathews, chairman of the 
commission, set Wednesday, Feb- 
ruary 15, for the continued hearing. 


inally last November, was designed 
to inform the commission as to 
whether the highways can bear the 
present loads being placed upon 
them, and to decide whether there 
is need for a revision of the pres- 
ent load limits. Testimony previously 
offered showed that in many in- 
stances the highways and bridges 
are being subjected to a greater load 
than that for which they were de- 
signed, 








WEIGHT TRUCK HEARING | 


The hearing, which opened orig- | 


The National Standard Parts As-| money laid away figure that it is more economical to go to 


|the bank and draw out the cash and thus avoid the carrying 
charges. I’m told this new trend is disturbing the finance 
companies and the salesmen who heretofore have paid little 
heed on how financing sales is brought about are studying 
up so that they can talk intelligently on the subject.” 
* * * 

THE CONTINENTAL ARMY from Detroit captured 
| Muskegon the early part of the week, and for two days and 
nights made merry in this little Michigan metropolis. The 
wind-up came Tuesday night, when the Board of Commerce 
tendered a testimonial banquet to W. R. Angell, president 
'of Continental Motors, in appreciation of what that corpora- 
tion is doing for Muskegon, where Continental has big plants. 

But Monday night there was something out of the ordi- 
nary—a company party which brought together the 1,200 
local employees and the executiyes of the corporation, at 
which was announced a plan whereby every one on the Con- 
tinental staff participates in the profit of every retail sale 
in which he has a hand. 

*” - ~ 

AS I GET IT, employees are furnished with printed 
| forms to be filled out every time an employee reports a pros- 
pect. These prospects are the merchants with whom the 
employees deal, and the merchants are asked to reciprocate 
by patronizing Continental when purchasing an automobile. 
In this way the employees become scouts and are expected 
to round up a prospect list which will broaden Continental 
sales. 





*” * * 


CHARLES E. DURYFEA, pioneer automobile manufac- 
turer, says yours truly knew what he was talking about when 
he held the air-cooled Duryea was.of an earlier vintage than 
‘the water-cooled one in the oldest car contest run in con- 
nection with the recent Chicago show. Very gratifying to 
one of my limited technical knowledge. But it really was 
the old memory that helped me out, intimate contact with one 
of the ancient Duryeas. 

Which carries me back to the early winter of 1895 and 
which is unwritten history up to now. It is not generally 
| known that, prior to the actual running of the Chicago Times- 
| Herald road race on November 28, 1895, there was a so-called 
“consolation” race run over the Chicago-Libertyville-Wau- 
| kegan century course because of the postponement of the big 
‘event. This consolation was won by H. Mueller of Gales- 
| burg in a German Benz, the only finisher. 

* * % 


WHERE THE UNWRITTEN HISTORY comes in is 
| that this writer is able to boast that he and George K. Bar- 
|rett, now dead, but then editor of the leading bicycle paper, 
| Bearings, followed that “race” on a tandem bicycle! And, 
|what’s more, Barrett and I stopped at Wheeling for lunch, 
while Mueller and Duryea continued their combat, and then 
caught them before they got to Libertyville. At that, it 
didn’t require much effort on the part of the pedal pushers, 
for, as I recall it, Mueller only averaged something like six 
miles an hour for the century. 
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Retail Salesmen 


This department is devoted to the interests of the retail sales divi- 
sion of the industry. Salesmen, this is your department. Automotive 
Daily News wants you to get something from this department that will 
help you in your work on the firing tine. It wants you to pass op 
your own experiences, success, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 
let us get it ready for publication. Your achievement or your mistake 
may help another salesman to make sales or avoid errors that cost 
you commissions. 

Dealers read this page. Give us the benefit of your reactions on 
these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don't. 

| Corporation, New York City, dis- 


Former ‘Mar’ Salesman, Now Boss, | tributors. Showrooms have been 


Handles Staff in Original Manner ny canst com 








Dealer 


STAMFORD, CONN. 


Howard L. ‘,ayior, Inc., has been 
formed here to handle Nash cars, 
| appointment of the new corporation 





nounced by the Warren-Nash Motor 


The Fairty-Warren Company, Inc. 
{International truck dealership of 
Burtis avenue, has filed a prelim- 
inary certificate of dissolution. 


* * * 
PITTSBURGH, PA. 
The McKinley-Gregz Automobile 
Company, which he!d the franchise 


By K. H. LANSING 
Not so many years ago, W. S. Johnston, president of 

Johnston Pierce-Arrow, Inc., Philadelphia, distributing 
organization, was a “star’’ salesman in the Quaker City for 
another make of car. He had at that time a method or 
system of selling pretty much his own: and his sales manager | 9, Franklin cars in this district 
had the acumen not to “over-regulate” the young man in) during the Iast ten years, has been 
any way. Because Johnston’s method was effective and)appointed Allegheny county dis- 

; y 
because of the fact that he was largely let alone, it wasn’t | iburor for Lincoln and has epened 
long before he distinguished himself by winning a luxurious! ¢f "Fy. B creas wil a a an 
trip to Europe and return at the factory’s expense. Later! man 
on Johnston became a dealer, and only recently the Pierce-| ization. 

i l 

ed , Ic ; 1 £ e ; ; or r | : 
Arrow pete gyre cod = be ace phia verrit ) = | Irving-McClurg Company, with 

Now, Johnston, mindiul 0} showrooms at 2040 West Liberty 
earlier experience, sees to it that | cause Johnston well knows that the | Ave., South Hills, has been named 
his groyp of a dozen salesmen in the latter night is a favorite “night off” | Hupmobile dealer. This organiza- 

‘i for almost everybody, and for the} tion formerly handled Ponti 
retail department are allowed to ; } y ontiac cars 

ail partn : _* “ ~~ |reason that, with what the men’ in the South Hills section. The Dor- 
exercise considerable initiative in| jeann from one another and from | mont Buick Sales Company at 2676 
their selling efforts; first, because he company officials who may address} West Liberty Ave. has tak + 
has selected only experienced, tried/them at that time, they are able to|the Pontiac Sine i. the oor 
and proved salesmen, and, second, ; é y. 


7 start the week with new ideas and | * 
because he realizes that a keen auto- | resolves without Sunday intervening. | 
mobile salesman, like a thorough- 


. “ © 





= Stamford dealership being an- | 


ager for the new Lincoln organ- | 


P. A. Erny, who was South Hills |of the Advertising Federation of 








dealer for Franklin, has been added 
to the Willys group in greater Pitts- 
burgh. 
| the “77” line at his showroom at 20620 
West Liberty Ave. 

* * . 


PHILADELPHIA 


Frank P. Trainor, formeriy vice- 
| president and the 
Philadelphia Stutz Company, 
taken over the distribution of Stutz 


treasurer of 





He is displaying models in | Nash 


has | : 
jas retailers. 


| cars in this territory under his own | 


j ership for the sales and service of 
| Pak-Age cars, for commercial use, 
| both at (41 North Broad St. The 
| Service station, particularly well 
;}equipped, is under the supervision 
| of Joseph N, Pizuto, who for many 
years was with Stutz and who, prior 


name and also has opened a deal- | 


This Is Your Pag 


Activities 


|America, which meets in Grand 
Rapids in June. 
. * 


SALT LAKE CITY, UTAH 


J. M, Jackson, prominent in local 
motor sales circles for several years 
| past, and formerly associated with 
|R. Ballard in the Ballard-Jackson 
Company, the Ballard- 
Nash Company, has organized a new 


now 


concern here to be known as the 
Jackson Motor Company. MHead- 
quarters will be at 179 Motor Ave. 


The new firm will handle the Pack- 
ard as wholesale distributors for the 
intermountain country and locally 
Mr. Jackson will be 
president of the new distributorship. 


ST. PAUL, MINN. 


The Uni-Dale Motor Sales Com- 
pany, University Avenue’s only Pon- 
tiac dealer, is now occupying its new 


| modern home at 554 University Ave- 


| nue, 


|to his new connection, was special- | 


| izing in the servicing an¢ repair of 
| Stutz and Rolls-Royce automobiles. 


| GRAND RAPIDS, MICH. 


| 
| 


Row Motor Sales, 66 Sheldon Ave., | 


| Oldsmobile dealers, have been draw- 
|}ing new business by advertising a 
motor tune-up, 
general tightening and 
| service at bargain prices. 
* 


greasing 


a 7 


| A. B. Burkholder o A. B. Burk- | state in Raleigh. 


brake adjustment, | 





A complete service garage is 
also maintained by this company. 


The Robert Street Auto Mart, 138 
South Robert St., is now under the 
management of George Bradshaw. 
He has been engaged in the auto- 
mobile business here for fifteen 
years, formerly managing a Chev- 
rolet agency here. 


CHARLOTTE, N. C. 


The Burwell Nash Company, local 
Nash dealership, has filed papers of 
incorporation with the secretary of 
The authorized 


holder, Inc., Chevrolet dealers, has capital stock of the new corporation 


{been named a member of the gen- 
jeral committee for the convention 





is $100,000. Incorporators are: A. 
Burwell, M. P. Joyner and E. A. 
Black. 


\ i-|The sales meeting occupies two|- 
bred race horse, must be “given his| hours, from 7.45 to 9.45. Any sales- 
man who has something to suggest 
is invited to tell the others about it. 


head” to a reasonable extent if he 
is to come home in front a winner. 

Before telling what Johnston 
Pierce-Arrow salesmen do and how 
Johnston, as titular head of the or- 
ganization, handles them either di- 


is a lesson in them. For example, 


Johnston sometimes, in his talk to} 
the salesmen, may borrow from his | 
own experiences when he feels there | 


Reports Published as They Come In 
Returns for today: Mississippi 
In this table, 47 states and the District of Columbia 


when he used to start out to see his | 


Six Truck Sales Leaders December, 1 932 


= 





rectly or indirectly, it would not be 
amiss to indicate, as follows, the} 
caliber of the retail sales force, just | 


(Contnued on Page 7) 
: es 
| 





Comparative figures for November, 1932, on Page 





| 
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| 
FIFTH | 


mentioning that at least three of} DECEMBER, 1932 | FIRST |! SECOND | THIRD FOURTH | SIXTH 
the men have reached middle age, | GOOD USED CAR State Sales || | | | ae ieee. 
while the youngest is twenty-four. | |Alabama = 106 | Chev 48 | Ford 35 | Int — 8 | Dodge 3 | R-I 2|* 1 
Two of the salesmen formerly | APPROACH Arizona -~ ——s 37. Ford e 98 Chev _— 7 GMC = . 2 = ; 7 ee oe 
worked on the same selling stafti eee peeeeieenseanSneinoemee ———__—__— ——_— scamia eases nna 
with their president. Here’s the | Arkansas — 11 | Ford 6 | Chev 4\Int lf a Cae ee 
line-up in brief, indicative of how By CHARLES B. BARR California 455 Ford _ 236 Chev 86  Dodze » 25 | Stude oo 20 | Int 13 _GMC _ 12 
well the men know their business: a te ; Colorado 51 | C-F 18 | Int 5 Dodge 3|S-wo 2! G-R-W 1 | 
One of the Johnston Pierce-Arrow| Automobile salesmen are = more | co inecticul 168 Ford 50 | Chev 47| GMC 14 Int 13 | Dodge 12 | Reo 8 
salesmen formerly was an official of |and more coming to the conclusion | ned aianaaniine See am Eo ; dailies 
the Brewster body-making concern;|that the promotion ef trades, in|DClaware 35 | Ford 15 | Chev» 10 GMC_ 7 | In-M-St Pt 
another, a dealer in an expensive | which the used car comes before the Florida 313: | Ford 170 | Chev _— _ 71 | Int ___—8 | DT-Fe R_ 5 | Dodge ; 4 GMC 3 
make of car in West Philadelphia; | new car in the transaction order, is | Georgia 82 | Ford 34 | Chev 31 | Int 9|D-G 2| DT-I-wo 1 | 
another, experienced in selling auto- | developing into the most likely | Idaho | Foa 10 Int. 31) Chev 21 Reo 1 | 
mobiles for the last thirty years; | avenue of sales approach, says H. | tIlinois 480 | Chev. 215 | Ford 214. Int. 16 Dia. 15 | Dodge 11) Fe-l 2 
still another, a Pierce-Arrow sales- A. Delvy, business manager eof | ——q. ———_——_—__ ae a a eh sa a 
man in Philadelphia for twenty-| Geghan-Allerten, Inc., 379 West | *Bdiana 156 Ford  68/Chev  36/ Int 22 GMC _9/ Indiana = 5 | Stude 4 
three years, having started with the | ain St., Waterbury, Conn., Stude- Kansas 62 | Ford 18 | Chev 16 | Int 10 | GMC _ 5 | WO __4!DT-D-M_ 2 
local pioneer distributor; one more,| paker dealership. |Kentucky 222 Ford 87| Chev 65 Int (22 | GMC 14| Dodge 10 | DT 9 
also a Pierce-Arrow salesman in the| While this method is one of the | Louisiana $1|Yord 48 Chev 17|GMC  7/iInt 5|/DT 2 | Dodge 1 
Quaker City for three years; an-| oldest selling ideas known to the oo a a re nae —————___—_—_—_——_ 
other, a world war aviation ace, a| industry, in the past it has been re- | “@@™™@_ 58 Ford 26 |) Chev | D-In 2) ae ; Te 
captain, who knows how motors per-| carded more as a stunt, frequently Maryland 138 Ford 51 Chev. 35 In-W a 3 B-G ars 6 | Dodge es 5 _Autocar ‘. 
form in air as well as on the/tried out when no buyer for the | Massachusetts 292 | Ford 132 | Chev 59 | GMC __24! Int 18 | Dodge 15 | Mack _—8 
— eg a ° Sones — used car was available, than as &| Michigan ~—*+509 | Ford 222) Chev. 173 | Int ~+<40 | Dodge 24 | GMC 12 | Federal? 
versity man rom ngiand, a lor- regular m -handising licy, Yr.) S —- septieenionneouaggEnEENnEEneontt — = a Sie a — —-—, 
mer insurance salesman whose es wg ae men . 2 | Minnesota ane Ford tn 64 | Chev 46 Int ik | Be 6 | D-G 4 Reo 3 
father, who owns a sanitarium, has | In a period such as the present, Mississippi 73 Ford 43 Chev ae 17 Int eo 12 Dodge a8 1 } ind re 
eight Pierce-Arrow cars; still an-| when used car inventories are ex-| Missouri 317 | Chev. ‘134 | Ford 106 | Int 22 | Dodge 19 | GMc 15 | DT 6 
other, long connected with Pierce-|ceptionally low there is a consid- | Montana A. ti. @€+\oc—. t;:lC~CS~S«SSCCCtClet:t:*~<CS”:tCStCit 
Arrow in Philadelphia; one morc, aj erable demand for used cars of the | ~~———— ne aa TT ——— 
retail salesman handling an expen- | better type, The dealership which | Nebraska 43 | Ford 20 | Chev 14, Int 9 | Dodge Cs Fe insta becensicketnanionial 
sive make of car in Philadelphia for! uses care in cataloguing its pros- | Nevada be 9 | Ford _ 3) 2|C-M_ en. So eA ene 
seventeen consecutive years; an-/| pects for used cars, aS well as the! New Hampshire 26 | Ford 19 | C-DT 2 | Int 1 | ae aoe 
other, a brother of the head of a make, model and year of owners’ | New Jersey 412 Ford 189. Chev gq Dodge "294 !%Int 23 GMC 19 | Indiana 1) 
Philadelphia automobile body-mak- | cars, is in an excellent position to | (= ———" ge on a — we 
ing concern known all over the | “cash in” on such deals. New Mexico 66 | Ford 38 | Chev eee —— —————— — me 
country; still another, an expert! The plan, of course, is the old re- | New York 165 | Ford 304 Chev = 156, Int ~—s551_| Dodge = 42| White =— 38s DT = 
salesman formerly associated with] liable scheme of approaching an|North Carolina 224 | Ford 111 | Chev 80 | Int 10; Dodge 8|GMC  5/DT_? 
Johnston in selling another make of|owner with glowing reports of the| North Daketa. #7! Ford £3!" & 42,1241 rae a j | 
car and, rounding out the twelve,|“good deal” which can be effected | ~~ ad 3171 Chev 189 Int 53.) GMG 48) Dodge 42! WO 27 
one more, whose earlier automobile |on his old car with a customer who|@Bio_ 152 | Ford Oh | Whey S cnctabisv tents aac ih 
selling experience were with John-| wants it, and urging that he seize | Oklahoma ~ 120 | Ford 54 Chev 41 | Int __11 | Dodge 6 | GMC 9 Ss _ 
ston. | the opportunity to get himself a/} Oregon 50 | Ford 30 | Chev 11 | GMC 6 Int 20 Indiana 1 = : 
While each salesman has his per- | new - cli a a Pennsylvania. 1340 Ford 545 Chev 303 | Int 125 Dodge 94 | GMC 66 | Reo 25 
sonal car in which make calls, it Under the old order of things, | ————— A 7. Rw) : 
does not have to be—and in © laine often represented that | #hode Island _ 86 | Ford __34 _Feceral aa 13 C-G _10 | D In-R-W —— a ~ | GiM-w 1° 
number of cases is not—a Pierce-| they had such a prospect for the|South Carolima 75 | Ford = 39 /| Chev = 18, Dodge 5 | Int 3 | Stude b AR. 
Arrow, which is somewhat of a de-/|old car when, in fact, no such pros- | South Dakota 29 | Ford 16 | Chev 7 | Int 4{ Dodge 11! dN 
parture from the usual practice. For | pect existed except in hog imagina-| pennessee 122) Chev. 50. Ford 46° Int 2 Dodge 4 | Federal 3 | G-S-W 9 
the use of his car each man is al-|tion and hopes of the salesman. a a - - a : == i ite 3 
lowed a free gasoline supply of 25} Now, the situation has changed, as Texas 443 | Ford __ 227 _Chev_ — Int imate GMC -. —$ | Dodge _5 
gallons a week. And Johnston has|in many cities the demand for good Utah __ 13 | Chev. 6 | F-In-R 2}! WO fae se i ee 
put into effect his own plan of} used cars often exceeds the supply.| Vermont 26.) Ford 16 | Chev 5 | Int 2) B-D-W 1) ie! ee 
handling the salesmen, _ being so} a — — that . |Virgmia +2011 Ford 112| Chev 54 D-In 91Dr  6{|GMC 5 | B-R _2 
condensed as to get rid of the or-| method of approach is now one of | ————_________________________ ne a Se ~SCté“—s—~SSSTCPdaM RC 
dinary restrictive aa tape and leave|the most effective, and that deal-| Washington  —s.231_| Ford 111 Int 59} Chev 37 3MC_ __5| D-S = a = r 
the bulk of each man’s time for|ers who maintain adequate records| West Virginia 128 | Ford 58 | Chev 38 | D-In 9 | Indiana 5 | GMC ah inkieimamne 
active selling efforts. |of their owners and wad car pros- | Wisconsin 159 | Ford . 61 | Chev. 43 | Int. 17 | Dodge 8| DT-GMC 6 Reo 5 
Sales meetings are held every} pects, following up with persistent Wyoming % | Ford. 101 Chev. 5 | Int "3 Reo += 2 l 
Monday night, this day being chosen | effort, may find it the most profit- | —— 7—___________________________ ee es 1 
instead of the usual Saturday, be- able road to more sales. Dist. of Columbia 48 | Ford 24 |GMc_ 9 | Chev __—7 | Dodge _4 | Federal 3| DT 
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Engineering Progress 
OMMENTING recently on the engineering progress that 
has been made by the automotive industry, J. E. Fields, 
president of the Chrysler Sales Corporation, made the 


remark: “The vast improvement in materials and fabrication 
of materials has been an important element in our engineer- 


ing progress. 


With all due respect to the vast advances we 


have made in design, the metallurgist has been of great 
assistance. We could not accomplish such results with today’s 


designs and yesterday’s materials. 


We could not save much 


weight in the vital parts of our cars until we found lighter 
and stronger metals and structures.” 


This is an extremely pertinent observation. 


The auto- 


motive industry owes the foundation stones of its engineering 
progress to the experimentation of its research departments. 
The reduction of the ratio of horsepower to weight has been 
made possible by the discovery of better alloys for varioius 


uses. 


The use of higher compression ratios, something that 


engineers have always desired but could not employ with 
ordinary fuel, has been made possible by the discovery of 


knockless gasoline. 


The task of putting the paint on cars 


used to take days and days and days until the chemist gave 
us the new lacquer finishes that, incidentally, added the 
whole spectrum to the colors available. 

At the recent S. A. E. annual meeting the spirit in evi- 
dence all the way through was one of desire to strike off 
along new lines that would bring increased efficiency and 
economy. The pressure of depressed business conditioins are 
reacting on the engineering departments in the way of 
increased experimentation to produce the economy in first 
cost and operating expense which the lower buying power of 
the country demands. 


Heaven knows, the depression has brought 


few bless- 


ings. It has tended to reduce a certain bumptious arrogance 
which one type of American assumed during the period of 
violent prosperity preceding the crash, and that certainly is 


a gain for decent citizens. 


In the years to come we are going 


to have a reminder of the depression in the shape of cheaper, 
better, more economical motor vehicles, and again we have 
a gain resulting from the misery we have gone through. Our 
. engineers have reacted nobly to the pressure of financial dis- 
j aster, and the reflection of their ingenuity will be found in 
the motor vehicle of tomorrow and the days after. 


I Can't Afford It 


One of the leading sales executives of the country 
recently remarked that the argument that gave most sales- 
men the greatest difficulty was the simple, “I can’t afford it.” 

Undoubtedly this form of sales resistance is difficult to 
overcome when it is honest, but there is no other method of 
resisting a salesman’s efforts that is quite so common as this, 


used as an excuse and not because it is a fact. The person who 


hasn’t money enough to buy and cannot raise it is out as an 


immediate prospect. 


But the person who says, “I can’t 


afford it,” simply to stall off the salesman’s effort is still a 


prospect, whether he will acknowledge it or not. 


The com- 


pletely effective character of this “can’t afford it” excuse is 


the reason why 


it is so frequently used. 


This is the reason why the salesman always should view 


this particular form of resistance with doubt. 


He must 


assume that the prospect is simply stalling him off, and the 
answer, of course, is to prove to the customer that he cannot 
afford to go without the product in question. 

The line of argument that will break down this can’t 
afford resistance must of course be based on complete knowl- 


edge of the product. 


With that as a base, the salesman can 


break down the lack of money excuse, when it is simply an 
excuse, to sell his prospect on the idea that he cannot afford 
to be without the article under consideration. 

One of the best pieces of advice that can be given the 
aspiring salesman is: “Do not accept any ‘I can’t afford it’ 
statement by a prospect at its face value.” 


| 
| 









































New Long-Distance Freight Line 





Establishment of a new motor 
truck freight line between Duluth, 
Superior, Milwaukee, Chicago and 
cities enroute, has been announced 


by officials of the Security Freight 
Lines with headquarters in Duluth. 
The new line is considered one of 


SECU 


LONG 


the longest motor truck freight lines 
in operation in the United States at 
the present time, the line covering a 
distance of some 500 miles each way. 

Daily service is maintained, giv- 
ing second morning delivery service 
into Duluth at the northern termi- 
nal of the route, and second morning 


DISTANCE MOVING 


delivery service into Milwaukee and 
Chicago at the southern terminal 
of the route. 

In a fleet of the latest type motor 
trucks built for such a long route, 
both perishable and nonperishable 
freight is carried fully covered by 
cargo insurance and bonded. 





TRUCK FLEET OPERATION 
RECORDS SHOW VARIATION 


.; By A. T. JUDGE 
Cost per mile is one of the most deceiving and irritating 


of all phases of truck fleet operation. 


Companies like the 


General Food Sales Company, Inc., which have complete rec- 
ords covering many millions of miles, can state what operat- 
ing costs should be for their own fleets. However, C. L. Jones, 
of the company’s automobile division, emphasizes the point 
that the figures gathered by any one company should not be 
applied too rigidly to the plans of another. 


There are so many factors that? 


enter into fleet operation. For in- 
stance, the General Foods’ figures 


show that two sections of the United 
States run much higher in operating 
costs than the rest of the country. 
Any company operating largely in 
either of these sections would be 
deceiving itself if it should try to 
bring its average down to that of a 
company operating all over the 
country. On the other hand, gen- 
eral fleet averages of the medium 
sized fleet might be raised somewhat 
if a fairly large percentage of the 
cars are operating in these two ter- 
ritories. This is just one phase of 
the problem, 

Another phase is the types of 
cars used. For instance, General 
Foods operates one particular make 
of a car at a cost of 4.1 cents per 
mile, while the general fleet average 
for 1930, based on a mileage of 
6,142,613 miles, was 5.4 cents per 
mile. This is accounted for by the 
fact that the company has several 
makes and types of automobiles 
ranging from coupes to panel trucks. 

The general average, gained by 
putting down actual operating costs 
of those companies which have a 
record and then adding the allow- 
ances of those companies whose 
salesmen own their own cars, and 
then averaging the figures, shows a 
mileage figure of about 6 cents per 
mile. This, of course, is an average 
figure. One company, which was 
not questioned in connection with 
this survey, allows its salesmen 3 
cents per mile. 

Obviously, this is unfair to the 
salesmen, since any figures that are 
complete enough to be indicative 
show that 4 cents a mile is a mini- 
mum cost for the operation of the 
most economical type of automobile. 
On the other hand, one company 
reporting for the survey allows its 
salesmen 10 cents a mile. The cars 
most generally used by these sales- 
men are in the $1,000 class, and all 
available records show that at a 10- 
cent allowance the salesmen must 
be making a profit of from 3 to 
nearly 5 cents per mile. 

Several companies do not make 
allowances on a mileage basis. For, 
instance, one company allows its 
salesmen $3.50 per day in one terri- 
tory where there are good roads and 
fairly low operating costs, while it 
allows a salesman $5 per day in 
another territory where the roads 
are bad and operating costs are high. 
Even an allowance of $5 per day is 
not excessive. Let us assume that 
the salesman is operating a car 
which costs him about 4% cents per 


ee 
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mile. If he travels 150 miles a day 
he is losing money. 

Another company has a fairly 
complicated plan for financing and 
operating representatives’ cars. At 
the time the salesman buys the car 
a sum amounting to one-third of 
the purchase price is advanced to 
him, this amount to be set up as a 
charge against him, credits to be 
given at intervals in such amounts 
as to wipe out the charge at the 
end of one year. 

During each following year of his 
ownership, a sum amounting to 25 
per cent. of the purchase price is 
credited to his account. In this 
particular case, the company pays 
the operating expense of cars, re- 
quiring the salesman to report each 
week in detail on a special form. 
Here we have a case of salesmen- 
owned cars operated on an allow- 
ance basis similar to that used by 
the companies which do not allow 
the salesmen to own the cars. 

The most deceiving factor of all 
is that few companies include the 
same items under operating costs. 
Companies differ widely on depre- 
ciation costs and on _ insurance 
charges. An examination of oper- 
ating costs accounts of a dozen 
companies revealed at least eight 
different methods of accounting 
practice, 

As to the kind of insurance that 
Should be carried, the matter of 
the two types of fleet operation, the 
company-owned car, must be taken 
into consideration. The opinion of 
the operators of large fleets is that 
it is most economical to carry every 
type of insurance except collision 
insurance. Collision insurance is 
an expensive type of coverage and 
any damages which would come un- 
der this head can be absorbed by 
the company itself at a lower rate 
than the insurance. 


Those companies that allow the 
salesmen to own their own cars dif- 
fer widely in their policies. Most of 
them urge their salesmen to take 
out as full a line of insurance as 
possible, but few of them insist that 
this be done. A few companies in- 
sist upon the salesman carrying 
liability insurance, but usually the 
company takes care of the coverage 
itself. There are several methods 
by which manufacturers can insure 
salesmen owned cars. Any automo- 
bile insurance company can explain 
these in detail to a fleet operator. 

The consensus of opinion would 


(Continued on Page 8). : 





AUTOMOTIVE WORKERS 
INCREASE IN DEC. 


Washington, Feb. 9.— Although 
employment generally decreased in 
December as compared with the pre- 
vious month, the automotive indus- 
try registered one of the few in- 
creases in the number of workers 
among numerous industries, it was 
disclosed today by the United States 
Bureau of Labor Statistics. 

A total of 173,331 workers were 
reported by 223 automotive manu- 
facturing plants for December, rep- 
resenting an increase of 11 per cent, 
over the number employed in No- 
vember, although the total for De- 
cember was 25 per cent. less than for 
the same month of 1931. 

Pay roll totals for the first week 
of December amounted to $3,495,542, 
representing an increase of 15 per 
cent. over the same period of No- 
vember, but 33 per cent. below the 
aggregate for December, 1931. 

Per capita weekly earnings in De- 
cember were $20.17, or about 3 per 
cent. over November, but 11 per cent. 
less than a year ago. Only 2 per 
cent. of the plants reporting in De- 
cember were idle, while 26 per cent. 
worked full time and 72 per cent. 
part time. 

Workers were engaged for an 
average of thirty-four hours a week 
during December, as against 31 per 
cent. in November, although in the 
latter month their hourly earnings 
averaged 60 cents, as against 58 per 
cent. in December. 

MAY TRAILERS BUYS 
PLANT IN SHREVEPORT 


Shreveport, La. Feb. 9.—May 
Trailers, Inc., has purchased two 
buildings at 4120 South Carrollton 
Ave., and will use them as a fac- 
tory for the manufacture of heavy 
duty truck trailers for sale here and 
to supply the export trade. The 
May company was established in 
Shreveport in 1925, and has expand- 
ed steadily since. 


| COMING EVENTS | 
NR eee 


FEBRUARY 


1-1l—Indianapolis. Twenty-second annual 
show, Indiana State Fair Grounds. 

4-11—St. aul, Minn. St. Paul Auto 
Dealers’ Association show. 

6-11—Ottawa, Canada. Ottawa Automo- 
tive Trade Association show, Coli- 
seum. L. M. McCoy, chairman ead- 
vertising committee. 

6-11—Denver, Col. Automobile show. 

7-1l—York, Pa. York County Automobile 
Dealers’ Association, Inc., show. 
R. C. Keller, president. 

9-11—Springfield, Ill. Springfield Auto- 
mobile Dealers’ Association show. 

9-12—South Bend, Ind. Automobile show. 

9-12—Cedar Kapids, Ia. Automobile Trade 
Association show. 

11-15—Trenton, N. J. Annual automobile 
show, Trenton Armory. John L. 
Brock, manager. 

11-17—Toledo, O. Toledo, Automobile 
Dealers’ Association show. 

11-18—Kansas City, Mo. Kansas_ City 
Motor Car Dealers’ Association 
show. George A. Bond, manager. 

14-18—Dubuque, Ia. Automobile show. 

18-23—Columbus, 0. Automobile show in 
Columbus Auditorium. 

22-25—Evansville, Ind. Evansville Auto- 
mobile Dealers’ Association show. 
Otto Hartmetz, president. 

25-Mar, 4—Seattle, Wash. Seattle Auto- 
motive Trades’ Association show. 

St-Biar. Comes Ia. Automobile 
show. 


MARCH 


5- j—New Orleans. Autombile show in 
Municipal Auditorium. Gordon Her- 
bert, manager. 

10-19—Geneva, Switzerland. International 
automobile show. 
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Production — Engineering — Factory 


Edited by Herbert Chase 





PREDICTS RADICAL CHANGES 
IN FUTURE CAR 


Joseph A. peer inindibat engineer and president of 
the Anglada Motors Corporation, New York, believes that 


the future car will involve 


marked changes in arrangement of 


the mechanical units employed, largely to provide greater 
riding comfort for the passengers. 
These and other predictions are 2 


contained in his discussion of the 
paper entitled “Pertinent Pokes for 


Satisfied Designers,” by Herbert 
Chase, engineering editor of Auto- 
mobile Daily News, which was read 
at the annual meeting of the So- 
ciety of Automotive Engineers held 
recently in Detroit. The paper was 
printed in Automobile Daily News 
of January 26. Mr. Anglada’s dis- 
cussion of the paper follows: 

Mr. Chase has suggested some de- 
partures from conventional design. 
Changes in design cost a lot of 
money and consideration of a new 
type of automobile of course brings 
the question, “How well will the 
public like it?” A partial answer 
to this question will be indicated 
this year by the sales of such cars 
as have materially changed their 
appearance. My conclusion from 
conversations with several prospec- 
tive customers is that the public ap- 
proves the radical change in ap- 
pearance of practically all the cars 
exhibited at the shows. However, 
a question asked me by an execu- 
tive in a non-automotive business 
has no doubt occurred to many 
people not in the automotive in- 
dustry. 

The question is, Why should auto- 
mobile companies spend several mil- 
lion dollars each year for new 
models and particularly why should 
they get out new models for this 
year, because in 1932 the improved 
products of the industry were put in 
the hands of only about 1,200,000 
buyers, and why are not 1932 models 
perfectly good for this year’s pros- 
pective buyers? The answer is that 
annual model changes are a deeply 
rooted item on the industry’s pro- 
gram and besides the industry is so 
highly individualistic that even an 
agreement to concentrate the show- 
ing of new lines in January was not 
adhered to. 

A year ago, it will be recalled, 
there was a wave of gadgety and 
trinkets. Hesitant to make major 
changes in bodies and chassis, both 
on account of cost and the unprom- 
ising market, the industry splurged 
on a number of devices which pro- 
vided sales talking points. This 
year mechanical changes are sub- 
ordinate, but a wave of near stream- 
lining has engulfed the industry and 
in no previous year have bodies been 
so radically redesigned. Of course 
the real reason for this year’s 
changes is to shame the customer 
into buying a new car, which with 
its redesigned front looks like a 
combination speedboat, mail plane, 
snow plow and surgical instrument, 
in other words, it looks modern. 

Referring to Mr. Chase’s blanket 
indictment of bulk, weight, discom- 
fort and expense, I think he is 
right, but customers like bulk. They 
believe that it denotes prestige and 
affluence. Regarding weight, there 
are definite limits below which our 
conventional] designs will not permit 
us to go. For example, the thick- 
ness of casing sections and of sheet 
metals are about the same for all 
sizes of cars, hence the easiest way 
to reduce weight is to shorten the 
wheel base or narrow the tread. 
There are restricted limits to these 
reductions, but by considering each 
unit of the car, considerable weight 
can be eliminated. For example, the 
seat cushions of a car which adver- 
tises low weight tip the scales at 
close to 100 pounds. It should be 
practical to reduce the weight of 
the interior fittings of a car at least 
50 per cent. Seat cushions, of course, 
are tied in with chassis suspension 
as affecting riding comfort. Why not 
obtain riding comfort by changing 
chassis suspension so that two pas- 
sengers will ride as smoothly as a 
full load of five or seven? With 
two non-conventional suspensions I 





have tried this result is accom- 
plished. 

Designers in other industries have 
profitably followed the teachings of 
automobile men and I believe that 
they in turn should study airplane 
construction details and apply many 
of its suggestions to automobiles. 

Car designers have been com- 

pelled to use good judgment in the 
layout of their product in order to 
stop short of being radical and sub- 
ject to perhaps unfair criticism 
from the sales department. Condi- 
tions, however, are changing. The 
time is almost at hand when de- 
signers will not depend upon parts 
makers or the makers of one car 
for new ideas and standardize on 
these for sales propaganda. Instead 
they will realize that the day when 
the arrangement of the machinery 
was paramount has given way to the 
idea that the arrangement of the 
passengers is the important thing 
to consider. In the past there were 
valid reasons for arranging the ma- 
chinery in a way that has become 
standardized. Today the reliability 
of the various units is such that we 
are justified in arranging them in 
any manner that will provide for 


(Continued on Page 8) 


A. S. T. M. STUDIES 
PETROLEUM PRODUCTS 


According to the latest bulletin of 
the American Society for Testing 


Materials, its committee known as 
D-2, on petroleum products and lu- 
bricants, rendered a distinct service 
during the year to the petroleum, 
automotive and other industries 
through the development of a vis- 
cosity-temperature chart, a con- 
venient means for ascertaining the 
viscosity of a petroleum oil at any 
temperature within a limited range, 
provided viscosities at two tempera- 
tures are known. 

The chart is useful for the solu- 
tion of many problems, such as those 
involving a prediction of perform- 
ance under varying temperature 
conditions of crankcase oil, free- 
wheeling lubricant, transmission lu- 
bricant, and the like. 

The outstanding features on the 
programs of the sub-committees 
have been the revision of the meth- 
ods for determining color of lubri- 
cating oils and of petrolatum by 
means of the Union colorimeter; 
also revisions of the Reid vapor 
pressure test for gasoline and the 
gravity test for petroleum. Work 
has been undertaken to perfect the 
Sligh oxidation test so that repro- 
ducible results may be obtained. 


KIRK & BLUM MAKE 
ONLY STAMPINGS 


The Kirk & Blum Manufacturing 
Company, Cincinnati, O., desires us 
to correct an erroneous statement 
that appeared in our issue of Janu- 
ary 31 to the effect that this or- 
ganization was offering pressed steel 
commercial vehicle bodies and truck 
cabs. 

The company actualy produces 
commercial body and truck cab 
stampings, which are supplied to 
the body and truck cab manufac- 
turers. The fact is that this com- 
pany is interested only in the 
stampings and not in turning out 
complete bodies or cabs and our 
item might have created a false im- 
pression among body and cab man- 
ufacturers that Kirk & Blum were 
competing in the production of the 
complete units, t 








S. A. E. MET. SECTION 


SCHEDULES BOAT AND 


AIRCRAFT MEETING 


New York, Feb. 9.—Announcement 
of the complete program for the 
February meeting of the Metropoli- 
tan Section, Society of Automotive 
Engineers, was made here today. 
The meeting is to be held at the 
Hotel New Yorker at 7.30 p. m. 
Thursday, February 16, and will be 
preceded by the usual informal din- 
ner at 6.15, 

Two simultaneous sessions will be 
held, one devoted to high-speed mo- 
tor boats and the other to air- 





| craft subjects. 





W. E. Johns will act 
as the chairman of the marine meet- 
ing, and the paper will be pre- 
sented by George F. Crouch, a well 
known naval architect, and a pio- 
neer in hydroplane development, 

At the aircraft session Dr. George 
W. Lewis, director of aeronautical | 
research of the National Advisory | 
Committee for Aeronautics, will 
give an informal talk on the ex- 
perimental work of the N. A. C, A. 
at its Langley Field laboratory. He 
will be followed by Alfred A. Gass- 
ner, chief engineer of the Zap Cor- 
poration, whose subject, “In Search 
of High Lift,” will deal with wing- 
flap developments. Igor Sikorsky 
is scheduled to discuss both papers. 
W. S. Peper will act as Ss chairman. 





COMPLETE SPECIFICATIONS 
FOR LIGHT METALS 


During the past year, the Ameri- 
can Society for Testing Materials 
Committee B-7 on Light Metals and 


| Alloys, cast and wrought, completed 


specifications for aluminum alloy 
bars, rods and shapes and for mag- 
nesium-base olloy sheet and wrought 
shapes. Specifications for aluminum 
alloy tubes and alloy forgings are in 
preparation. Methods of testing 
light metals and the proper test bars 
to use with light alloys are being 
studied. Committee B-7 has under- 
taken the collection and dissemina- 
tion of reliable information on the 
service characteristics of light 
metals, 





Six Truck Sales Leaders Jan., 1933--Dec.,1 932 














JANUARY, 1933 | FIRST SECOND | THIRD FOURTH | FIFTH | SIXTH 
State Sales | | | | 
Delaware 49 | Chev 29 | Ford 15 | I-In 2 | Reo 1 | | 
Illinois 852 | Chev 242 | Ford —_—199 | Int 105 | Dt > | GMC 54 | Dodge 36 
North Dakota 30 | Chev 16 | Ford 8 | Int 4|\D-G Oa oe 
West Virginia 153 | Chev 75 | Ford 56 | Int 13|GMC 3/D-I.  £2|Stude 1 
DECEMBER, 1932 | FIRST SECOND | THIRD | FOURTH | FIFTH | SIXTH 
State Sales | | | | 
Delaware 35 | Ford 15 | Chev 10 | GMC 7 | In-M-St_ 1 | | 
Illinois 480 | Chev —_215 | Ford 214 | Int 16|DT  _15| Dodge li|FeI 2 
North Dakota 7 | Ford wi" 1 | a os 
West Virginia 128 | Ford 58 | Chev 38 |D-In 9 | Indiana 5 | GMC 4\* d 
KEY TO ABBREVIATIONS AND SYMBOLS 
A—Autocar; B—Brockway; C—Chrysler; D—Dodge; DT—Diamond T; F—Ford; Fe—Federal; G—GMC; 


I—Indiana; In—lInternational; 
W—White; WO—Willys-Overland. 


LFR—La France-Republic; M—Mack; R—Reo; S—Studebaker; St—Stewart; 
*All trucks in this position registered only one. 


Six Truck Sales Leaders November, 1932 


Comparative figures for December, 1932, on Page 3 
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FIRST FOURTH FIFTH SIXTH 

State Sales | | | | | 
Alabama 269 | Ford 115| Chev 82|Int | 30| GMC 12 |Dodge 10 | Stude 5 
Arizona 34 | Ford  19| Chev 14; Dodge 1 | ae eines 
Arkansas 97 | Ford  47| Chev 40 | Int 5 | Dodge  2/Fe-G-S 1] 
California 607 | Ford 334 | Chev 125 | Dodge 34|/GMC 29/Int  26|R-S 11 
Colorado 91| Ford 36 | Chev _31/Int —'10 | Dodge —«6 | DT 3 | GMC Tt 
Connecticut 224 | Ford 93 | Chev 55 | Int 15 | GMC 12 | Dodge 9|M-R 7 
Delaware 29| Ford  14|C-G-In 4] A-S-wWoO 1 | Ce l 
Florida 190 | Ford 79|Chev 56|Int —_14/| Federal 10 | Dodge 5 | DT 4 
Georgia 132 | Ford 74 | Chev 33 | GMC 9 | Int 5|/DR 2{ 
Idaho 40 | Ford 19 | Chev 15 | Int 4/D-s 1 | 
Illinois 270 | Ford 120 | Chev. “69 | Int. _—'17 | Dodge —_—13 | DT 9|M-S & 
Indiana 180 | Ford 73 | Chev 35 | Int 26 | Dodge 1 ee  12|GMC 7 | Stude 5 
Kansas 249 9 | Ford 115 | Chev 84 | Int 21 | | Dodge 8 | DT-G 5 | Stude 4 
Kentucky 164 Ford 81 | Chev _30 | Int 26 | D-G 9 | Stude 4/R-St-I 1 
Louisiana 137 | Ford 62| Chev 41 | Int 8 | Dodge 5|DT-G  3|R-W 2 
Maine — 109 | r Ford 48 | Chev _33 | /Dodge 11 | Int 9 | Reo 4|DT = 
Maryland 159 | Ford 64 | Chev 35 | Dodge _13 | GMC 11 | Brockway 10| Int 7 
Massachusetts 537 | Ford 255 | Chev._(116|GMC __51 | Int 26 Dodge 20|/DT 15. 
Michigan 249 | Ford 132 | Chev 52 | Int 15|Stude 13|/D-R 8|/F-G £7 
Minnesota 239 | Ford —104 | | Chev 52 | Int 18 | Dodge 15 | DT 1n;|Gs 10 
Mississippi “27 | Ford 87| Chev 27 | Int ~8| Dodge  2{ GMC a“. 
Missouri 385 | Ford 150 | Chev _126 “Int 35 | GMC 27 | Dodge 22 | Federal 4 
Montana 38 | Ford 17| Chev _14 | Int 5 | D-S ij | re 
Nebraska 103 | Chev 42)| Ford 36 | Int 15 | DT 4 | Dodge 3| Indiana 1 
Nevada 7 | Chev 3 | Stude 2 | D-F or Scene 
New Hampshire 74| Ford _36 | | Chev 18 ce DT 4 ‘| D-Int | 3 | B-G-M-S 2 | Fe-Wo 7. 
New Jersey _ 427 | Ford 155 | Chev 71 | White 43 | Dodge 32/ Int —_—sa28 | GMC 26 
New Mexico 80 | Ford  _37 | Chev 28 | Int 8 | DT 4| Dodge _2'| Reo 1 
New York 1125 | Ford 444 | Chev 202 | Int | ae 119 Be Dor odge 93 | GMC 61 | | Brockway : 36 
North Carolina 188 | Ford 109 | Chev 49 | I 9 | White 4|D-G-I. 3] Reo F 
North Dakota 31 | F-In 10 | Chev 6 | “GMS — | aia 
Ohio 445 | Ford  212| Chev 73 |GMC 40 | Int 33 | Dodge _31 | Stude 12 
Oklahoma 206 | Ford ee. aK Chev 47 | Int 23 | Dodge _14 | GMC 6 | Indiana 3 
Oregon 62 | Ford | | Chey 9 | GMC 3/D-In 2 re 1 | . 
Pennsylvania 1055 | Ford a | Chev 216 | Int 110 [Dodge _77| GMC _39 | Re 22 
Rhode Island 76 | Ford 39 | Reo 9 | Chev 7\Int 6 | GMC 5 | A-D 2 
South Carolina 64 | Ford 33 | Chev 19 | D-In 4 |LFr-S-wO 1/ ¥ Seal 
South Dakota 45 | Ford 15 | Chev 10 Int 5 | Dodge 4| DT 3 | Fe-S-Wo 1 
‘Tennessee 115 | Ford 49 | Chev 37 | Int 10 | Dodge 8 | Federal 7 | GMC 2 
Texas 661 | Ford 324 | Chev 191 | Int 81 | GMC 23 | D-DT 12 | Indiana 6 
Utah ~ 43 | Ford 28 | Chev 11 | Dodge 2 | G-In 1 | ae 
Vermont 45 | Ford 31 | Chev 5 | Dodge 4 | Reo 2 | Fe-In-WO 1 | 
Virginia 337 | Ford 185 | Chev 86 | DT 15 | | Int 12 D-G 10 | Federal 5 
Washington 74 | Ford 41 | Int 11 | Chev 7 | GMC 4|M-S 2 | W-Wo 1 
West Virginia 112 | Ford 57 | Chev 21 | Int 10|GMCG +6 | Reo 4| D-I Ex 
Wisconsin 195 | Chev. 70 | Ford 61 | Int. 28 | Stude. 8 | Dodge 7 | GMC 5 
Wyoming 17 | C-P 8 | Stude 1 | ee | 
Dist. of Columbia 98 | Ford 41 | C-In 20 | GMC 6 | Dodge 3|B-DT-M 1 | 


KEY TO ABBREVIATIONS AND SYMBOLS 
A—Autocar; B—Brockway; C—Chevrolet; D—Dodge; DT—Diamond T; F—Ford; Fe—Federal; G—GMC; 


I—Indiana; In—International; LFR—La France-Republic; 


W—White; WO—Willys-Overland. 


M—Mack; R—Reo; S—Studebaker; St—Stewart; 
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M. E. M. A. APPOINTS 


SHOW COMMITTEE 


(C ontinued from Page 1) 


been made on the time and place 
for the 1933 trade show, 
favored at the present time because 
of its central location and because of 


Chicago is | 


| that manufacturers could contact | 


| the greatest number of their dis- | GRAHAM APPOINTS 
tributors and so that customers at | 6 NEW REPRESENTATIVES| 





the same time could contact the 
|greatest number of their suppliers. | 


| The directors also made it clear | ; 

ithat while they would go right|_ (Continued from Page 1) 
|ahead with plans for an M, E. M. A.|iamson Motor Company, Jackson- | 
show, they will continue to keep the | Ville, Fla. 

door open for negotiations for a| Harvey Corn will return to the | 
jcontinuation of the joint shows| Dallas, Tex., district, where for | 


| and will make his home in Buffalo, | General Motors Corporation had 


| N. Y. He formerly was with the| filed with the secretary of state of 


Guy A. Willey Motor Company, Gra- 
ham distributors at Philadelphia. | 


Frank Schilling 
factory 


| ling 
and wholesale au 


|in Cincinnati since 1924. 


representative 
| dianapolis, Ind., district, with head- 
| quarters in Cincinnati, O. Mr. Schil- | Supplemental 
has been active 


has been named | 


in the In-| The facts are, 


in the retail | L 


tomobile business | 
| $1,259, 332,200, 


franchise 

ansing showing its authorized cap- 
| ital as of December 31, 
indicating an increase 


Michigan a notice of its intention of 
reducing its capital stock from $1,- 
| 253,333,000 to $750,000,000. 

it was stated, that 
the corporation filed last month 


papers at 


1930, to be 


| which proved so successful and pop- | cighteen years he engaged in auto- | 


the many additional facilities and 
|ular with the majority of the trade |mobile retail and wholesale activity. 


actions available because of the 


attrs 
Century of Progress Exposition. | durine 1930, 1931 and 1932. A survey S. Gordon Matthews has been as- | 
Members of the committee already |has shown that manufacturers in |signed to the Pittsburgh, Pa., district, | 


have inspected several conveniently |the industry are almost unanimous | 

located buildings with exhibition | in their desire for a joint show. a summer meeting if the interest of 

facilities. | There is a possibility that the M.| members indicates that it would be 
In discussing the 1933 M. E. M. A.|E. M. A. will revive the summer con- | desirable. 

trade show, directors of the associa- | ventions which were so popular in; J. Harvey Williams, president of | 

tion at their January meeting in- |the industry a few years ago. t | the J. H. Williams Company, New | 

dicated that the committee should | its January meeting the M. York, N. Y., has been named to the 


E. M. A. Board of Directors author- board of directors of the Motor and | 
|ized President Brunner and A. H.; Equipment Manufacturers’ Associa- 
EFichholz, general manager, to call Gon. 


plan an exhibit which would be rep- 
resentative of all lines produced in 
the automotive maintenance field so' 


We 


Cumulative 


Returns for today: Delaware, North re 


» Commartal be ar - Registration Statistics, 


R. J. Nolan will serve the Chicago | of $5,448,300 more than the author- 

| district, and also will cover the states | |ized capital filed on December 10, 
of North Dakota, South Dakota and | 1928. 

Minnesota. His headquarters will! The present authorized capital of 

|be at Minneapolis. |the corporation consists of 175,000,- 

| 000 shares of $10 par value common 


GENERAL MOTORS CAPITAL 0%, 60000 sures of preerred 
REDUCTION REPORT FALSE | ' 


that capital authorization was filed 
Detroit, Feb. 9—An 


i July 1, 1932. Of the former, 43,500,- 

erroneous | 000 shares are outstanding, and of 
story from Lansing, Mich., gained | the latter 1,875,366 shares of the 
‘considerable currency yesterday that | $5 series at sabe are outstanding. 


January, 1 933 


West Virginia 
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Cumulative New Commercial Car Registration Statistics, December, 1932 


Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Minois, which are supplied by the Robinson Advertising Service, Springfield, Ill, and New Jersey, which 


are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. 


Readers desiring county. city or town lists, or tists of owners in any given section, may obtain these by addressing any of these three companics. 


previously, but it is given here compicte for the convenience Of our subscribers. 


Metropolitan district figures compiled by Sherlock & Arnold are included in New York state total. 


Some of this data has been published 


Returns for today: Mississippi 


In this table, 47 states and the District ef Columbia 


Comparative figures for December, 1931, on Page 7 
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Former ‘Star’ Sale 





sman, Now Boss, 


Handles Staff in Original Manner 


(Continued from P2ge 3) 


prospects, he banished from his mind 
all past failures and “turn-downs” 
he might have had and kept well in 
front of his thoughts some particu- 
larly pleasing triumph under diffi- 
culties which he might have experi- 
enced, in this way bolstering up his 
morals. 

Johnston prefers, in instructing 
his men, to make of himself unos- 
tentatiously an example, rather than 
just to tell them what to do. For 
that reason, he not infrequently 
goes out and Sells a car, so that he 
is able to say to a salesman who 
may have trouble in closing a deal, 
“Why. Jim, what’s just the trouble 
that you haven’t been able to sell 
your prospect? I sold a car today 
without a lot of sales resistance. If 
our prospect is as ‘live’ as you think 
he is, why can’t you sell him?” 

This pyschology appeals to John- 
ston—and apparently his salesmen—- 
as being more effective than just 
urging a man to sell, or “calling him 
down” for not getting immediate 
results. Johnston doesn’t ask his 
men to do what he cannot do him- 
self. And because the president of 
Johnston Pierce-Arrow has selected 
a tried and proved sales force does 
not mean that he cannot make a 
salesman of the inexperienced; he 
has done that in times past. 

At sales meetings the men often 
try to “sell themselves” a Pierce-Ar- 
row car and they make a point of | 
finding out the weak points of com- | 
petitive cars, in case a_ difficult 
prospect, who has not yet been sold 
ona Plerce-Arrow, might start mak- 











; man’s, 


ing comparisons himself, inclined to | 
be favorable to one of the competing 
automobiles, 


Each salesman makes personal use | 


of but a single type of form, a card | 
4 inches by 6 inches, which is blank | 
when he gets it and which he fills 
out himself, in long and, as follows: 


| 
Name of prospect; his street address | * 


and residence; telephone number; 
business address and business tele- 


phone numbcr; type of car now 
owned, if any; date of contact, and 


a brief report on the call. If a 
salesman keeps his prospect’s name 
active by personal calls, he receives 
full protection on it for 45 days; | 
however, there is no protection on 
prospects’ names where contact has 
been made only by telephone. Tele- 
phone contacts sometimes are made 
as introductions to personal calls, 
although a first contact may be 
made either by telephone or by per- 
sonal call, according to the sales- 
judgment. If a_ prospect, 
after having been contacted by per- 


sonal call of a salesman, should drop | 


in at the salesroom and purchase a 
car of another salesman during the 
absence of the one who had first 


called upon him, nevertheless, credit | 


for the sale and the commission go 
to the salesman who made the 
original contact and who has the 
prospect’s name on his card. 

When a salesman calls on a pros- 
pect he arranges to take him 


and he strives to bring him to the 
salesroom and into the “closing 
room” aS soon as } practicable. To 
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as | 
soon as possible for a demonstration | 


indicate on his card a personal con- 
tact, he enters in the lower right | 
hand corner the letter “A”; when |! 


he has given a demonstration, the | 
jletter “D”; and when he has taken 
| his pr ospe ct into the salesroom, the 
letter “E.” Immediately after a 
personal call, if the prospect has 
shown interest, the salesman noti- 
fies the office to have a Pierce-Ar- | 
row catalogue mailed to the address. | 
| Demonstrations are booked in ad- | 
| vance by the office telephone | 
|switchboard operator, who schedules 
all demonstration dates in proper 

order so a salesman and his pros- | 
|}pect are never disappointed. John- 
|}ston favors early morning demon- | 
strations, at which time prospects 
are wont to be in the best humor | 


| 


and willing to be driven in the car | 
|from home to office for the demon- 
stration. Usually two men accom- 
pany the prospect—a driving sales- 
man and a demonstrating salesman, 
the Jatter, who does the actual sell- 
jing, sitting beside the prospect and 
concentrating on demonstrating, 
while the driver puts the car through 
its paces. Johnston believes the 
best demonstrating speed is 25 miles 
an hour. If the prospect wishes to} 
be “shown speed,” he is allowed to | 
drive the car himself. 
President Jonnston’s 
handles the card system. The card 
whereby the office keeps acccunt of 
the salesmen’s work has the follow- 
ing entries: Salesman’s name, per- 
sonal contactes, telephone contacts, 
early morning demonstration, other | 
demonstrations (meaning during the 
day), and brought to showroom. | 
Entries appearing in the lower right- 
hand corner of a card may be “ac- 
tive,” “owns” (his present car), both 
lof which are self-explanatory, or 
"M. L,” which jonaten “mailing 
list,” and which means the pros- 
pect’s name should be placed on the 
office mailing list. as, in the opinion 
of the salesman, the prospect should = 





secretary 
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| turing 
}company merged, several years later, 
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| 
| be able to buy a new Pierce-Arrow | 


car 
ye 


any time within the next two} 
ars. Mr. Johnston’s secretary 


makes up the floor schedule for the | 


week in advance, and this is posted 
above the telephone switchboard at 
the entrance to the office. 
floor period is from 8 a, m. to 5.30 
Pp. m., by turns, with mezzanine floor 
telephone duty assigned. and 
second period lasts from 6.30 p. i. to 


9 Pp. Mm, 
With regard to appraisals: When 
a Johnston Pierce-Arrow salesman 


is confronted by a prospect who taiks 
|about how large an offer he has had 
for the exchange car from a com- 
petitor automobile company, the 
salesman does not try to beat the 
compctitor’s figures for the trade-in, 
instead, concentrates on trying 
to prove to his prospect the Pierce- 
Arrow will give him greater satisfac- 
tion. This is because the Pierce-Ar- 
row salesman already is firmly sold 
on his own product. 

There is only one used car sa!es- 
man—the used car manager. He 
may help a salesman by going with 
him to appraise an exchange 
and he also may “borrow” a new car 
salesman in case he, teo, should 


need help in selling used cars in an | 
; emergency. 
HOMER V. HAWK 
Toledo, O., Feb. 9—-Homer V. 
| Hawk died here last night, in Flower 
| Hospital. Mr. Hawk, who for six 
|years was a manufacturer’s agent 


for the Collins & Aikman Corpora- 
tion, New York, prior to that time 
was purchasing agent of the Willys- 
Overland Company. Mr. Hawk. 
coming to Toledo in 1909, was sec- 
retary of the old Kinsey Manutfac- 
Company, and when that 


with the Willys-Overland Company 
he became purchasing agent. He 
was 54 years old. Death was at- 
tributed to heart disease. 


The first | 


the | 


car. | 
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OLDSMOBILE OFFERS 
SPECIAL RADIO SETS 


(Continued from Page 1) 





a tone pleasing to people accustomed 
to the best home sets. Only seven 
tubes are required to do the work 
of nine ordinary tubes. An auto- 
|maiic volume control provides con- 
stant volume and eliminates fading 
while driving. A full electric dy- 
namic speaker is said to reproduce 
a complete range, from deep bass to 
high treble. 

The entire t*operates at high 
efficiency, with a minimum of cur- 
rent consuniption. No batteries are 
required except the regular car bat- 
tery, an exclusive type of “B’” power 
unit being located in the speaker 
housing. ‘lhis minimizes the tcn- 
dency toward interfcrence from the 
car's ele ical system. 


/MOTOR TRUCK OWNERS 
PROTEST N. Y. SURTAX 


se 


ety 


Feb. 9.—Motor truck and 
tax problems were forced 
upon the attention of members of 
the Legislature today, when hun- 
‘dreds of truck owners appeared be- 
fore the Assembly Committee on 
Motor Vehicles and urged repeal or 
modification of the law imposing a 
| surtax of 65 per cent. on trucks of 
over 2,000 pounds. 

The surtax, which goes into effect 
March 1 and is expected to vield an 
j}annual revenue of $6,500,000, was 
enacted in the closing days of the 
1931 legislative session. Today's 
hearing covered various bills either 
cancelling the surtax or exempting 
trucks up to 4,500 pounds. No one 
| spoke 
|}mumerous speakers were heard 
opposition to it. 


Albany, 
gasoline 


in favor of the surtax, while 
in 
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NEW DEALERS APPOINTED 


CALIFORNIA 


Willys-Overland — R. E. Swan- 
Motor Sales, 
Glendale; Ben Knoth, Los Angeles; 
Nash 
Santa Ana Company, Santa Ana; 
Edward Loudenclos, Santa Barbara; 
Master Motors Company, San Ber- 


son, Burbank; City 


John Neuschaefer, Glendale; 


nardino, 


Rockne—Walter H. High, Bur- 
P. Labrucherie, 


lingame; Albert 
Stockton. 


CONNECTICUT 


Willys-Overland — Tyson Motor 


Sales Company, Inc., Greenwich. 
DELAWARE 


Rockne—Smith Motors, Inc., Wil- 


mington. 
ILLINOIS 


Studebaker—Hotel Baker Motors, 


St. Charles. 


Willys - Overland — Clapp - Mc- 
Cham- 


Clammer Motor’ Service, 


paign. 
Rockne — Kaemmerling 
Company, Peoria. 


INDIANA 


Studebaker — Packard Sales, Inc., 


Evansville. 


Willys-Overland — Stow & Coch- 
McLaughlin’s 
Garage, Garrett; J. H. Arford Auto 


ran, Rising Sun; 


Sales, Indianapolis. 
IOWA 
De 
Motor Company, Cherokee, 


Willys - Overland—W. A. Gal- 
braith, Sac City; Schrup Motor Car 
Company, Dubuque; Borschel Motor 


Company, Cedar Rapids. 
KANSAS 


Willys-Overland — The Topeka 


Motor Company, Topeka. 
KENTUCKY 

De Soto-Plymouth — Bob White 
Motor Company, Fulton. 


Rockne—Green Motor Company, 


Barbourville. 
MAINE 
De Soto-Plymouth—H. P. Small 
Company, Bath. 


Willys - Overland — Cummings 


Motor Company, Bath; John S. 


Goff, Inc., Portland. 


Hudson-Essex—Lombard’s Garage, 


Yarmouth; Young’s Garage, South 
Portland; Claude Kimball, Herman 
Corner; Decker’s Garage, Portland; 
William H. Baker, Brownfield. 
MASSACHUSETTS 
De Soto-Plymouth — Alley Motor 
Company, Haverhill. 
Willys-Overland — Coffin Motor 
Company, Cambridge; James H. 
Whelan Company, Mattapan; Fen- 
ton Mills Motor Company, Lynn. 
Hudson-Essex—J. C. Harvey, Bos- 
ton; Cashman Motors, Brookline; 
J. C. Sherwood Motor Sales, Med- 
ford; Carl A. Petersen, Jamaica 
Plain; Orient Central Garage, East 
Boston; James H. Whalen, Matta- 
pan; Montgomery Motor Sales, West 
Medway; Fred C. Browne, Walpole; 
Flye Motors, Inc., Holbrook; Glou- 
cester Hudson-Essex, Gloucester; 
Hager Motors, Natick; Newton Hud- 
son-Essex Company, Newton; North 
Chelmsford Motors, North Chelms- 
ford; Anderson Motor Company, 
Woburn; Newburyport Hudson-Es- 
sex Company, Newburyport. 
Rockne—Phelan Motor Company, 
New Bedford; Sterling A. Orr, Inc., 
Springfield; Broadway Motor Sales, 
Inc., Chelsea. 


Motor 


Soto - Plymouth — Cherokee 


MICHIGAN 
Studebaker—William C. Klute, 
Three Oaks. 
Willys-Overland—Henry W. Be- 
lisle, River Rouge; Havel Motor 
Sales, Utica; Whittemore Sales 
Company, Charlotte; C. C. Stander 
Auto Company, Leland; Kalamazoo 
Auto Sales Company, Kalamazoo, 
MINNESOTA 
Studebaker — Tri-Motors, Inc., 
Minneapolis; French Hinz, Kimball, 
Willys-Overland—M. P. Lamou- 
reux Motor Company, Minneapolis; 
Long Brothers Motor Company, St. 
Paul. 
NEBRASKA 
Willys-Overland—J. I. Cork, Page; 
W. R. Preston, Dickens; The Service 
Garage, Inavale; Herbert E. Lauber, 
Geneva, 
De Soto-Plymouth—Miner Motors, 
Grand Island, 
NEW HAMPSHIRE 
Hudson-Essex—West Manchester 
Motors, Manchester; Pollard Auto 
Company, Nashua; Union Central 
Garage, Peterboro; Fairfields Ga- 
fage, Keene; John Emmons, Potter 
Place; Epping Road Garage, Exeter; 
Concord Hudson-Essex, Concord; 
Frank W. Wentworth, Dover. 
NEW JERSEY 
Rockne—Van Emburg Motors, 
Phillipsburg; Quimby Lane Garage, 
Bernardsville; Wood Motor Car 
Company, Ridgefield Park; Kopyta 
Motor Sales and Service, Newark. 
NEW MEXICO 
Studebaker—Cooper Motor Ccm- 
pany, Albuquerque; El Navajo Ga- 
rage, Gallup. 
NEW YORK 
De Soto-Plymouth—Newton Motor 
Sales, Corona, 
Studebaker — Burlingame Motors 
Corporation, Albany. 
Willys-Overland—Wilna Machine 





Company, Inc., Carthage; Hatch 
Motor Sales Company, F. W. 
Abrams, Marcellus; Lamm & 


Kremer, Flushing; Oberwager Auto 
Sales Corporation, New York City; 
Luther Sisson, Reedsviille; M. H. 
Schrader Company, Wilson; George 
W. Henner Corporation, Rochester; 
Charles C. Manning, Watkins Glen; 
Robert H. Lewis, Delhi; H. S. Spoor, 
Willet. 

Rockne—L. W. Hartough, Inc., 
Huntington; Ivan F, Schultz, Am- 
sterdam; Valatie Garage, Valatie; 
George A. Martin, Inc., White Plains, 

NORTH CAROLINA 

Willys-Overland—Pasquotank Mo- 
tor Company, Elizabeth City. 

Studebaker — Emil’s Garage, 
Wyndmere. 

Willys-Overland — Dakota Motor 
Sales Company, Cogswell. 

OHIO 


De Soto- Plymouth — Arcade , 
Motor Sales, Washington Court 
House; Arnett Motor Company, 
Kenton. 


Studebaker — Arthur C. Meyer, | 
Youngstown; Mercer Motor Sales, 
Shelby; R. C. Lcrditch Motor Sales, 
Lakewood. 





Willys-Overland—Plummer Motor 
Sales, Maumee; I. W. Crawford, 
Middlepoint; Avril Sales and Ser- 
vice, Cincinnati; Wagner Motor 
Sales, Urbana; Lintz Motors, Mans- 
field. 


PREDICTS RADICAL CHANGES 
IN FUTURE CAR 


(Continued from Page 5) 


passenger riding comfort and in- 
creased operating efficiency. 

Mr, Chase has indicated numerous 
features which will be considered 


for future designs. Some have al- 
ready received attention, and in the 
light of gratifying improvement in 
appearance, characteristics of this 
year’s cars, it will not be surprising 
if some progressive manufacturer 
would soon produce a line of cars 
which are completely streamlined. 
To do this, a rearrangement of the 
units will probably be necessary. 
Then following this step, the adop- 
tion of other things will follow. By 
other things, I mean non-conven- 
tional chassis suspension, semi- 


automatic torque transformer trans- 


missions, engines with valve mech- 
anisms and piston rings which re- 
main efficient for a few years in- 
stead of a few months, Fuel mile- 
age twice the present, and, above 
all, a car which will remain prac- 
tically without ratties and squeaks 
until the original owner decides that 
he should have a later model of the 
same make. 

I believe that such a car could be 
built now. However, it is doubtful 
whether the public would appreciate 
its virtues until they were edu- 
cated by intensive advertising meth- 
ods, When educated they would buy 
it and value it as a distinctive pos- 
session to be proud of, as was the 
case when all automobiles were not 
cast in the same mold. 


NORTH DAKOTA 


RECORDS IN OPERATING 
TRUCK FLEETS VARY 


(Continued from Page 4) 


seem to be that i. is best for the 
salesman’s car to be covered by as 
much insurance as possible, includ- 
ing fire, theft, liability and property 
damage. Collision would seem to 
be too expensive a form of insur- 
ance to be carried. 


In the case of companies which 
allow salesmen to own their own 
cars, the matter of repairs and re- 
pair costs is more or less left in 
the hands of the salesman himself. 
It is up to him to get thes2 out of 
his allowance. The problem is 
somewhat different in the case of 
those companies that own their own 
cars themselves. As a rule, they 
are quite lenient in such matters. 
Most of them exercise a very close 
control over bills so that the sales- 
man must submit a voucher for 
every repair expense made. Their 
records, as a rule, are complete 


proximately what their repairs 
should cost and can be quick to de- 
tect any possibility of salesmen and 
garagemen working in collusion for 
the purpose of cheating the com- 
pany. 

One fleet operator puts it this 
way: “Our experience has shown us 
that almost every automobile re- 
quires a certain amount of repairs, 
the figure being fairly low under 
5,000 miles and increasing gradually 
until the 15,000 mile figure is 
reached when the curve rises rapid- 
ly. In instances of unusually high 
repair bills, we can take the case up 
individually with the salesman. It 
is significant that in more than 
five years there have not been a 
dozen cases where we have found 
a salesman trying to cheat us on 
repair costs.” 


G. M. CANADA SALES 
AT SHOW GAIN 25% 


Toronto, Canada, Feb. 9 (UTPS). 
—Figures reaching the head offices 
of General Motors Products of Can- 


enough so that they can tell ap- ada, Ltd., respecting the results of 


the motor shows held at Toronto 
and Montreal, have been reassur- 
ing to the sales executives in regard 
to the present year’s business pros- 
pects. CC. E. McTavish, general 
Sales manager, reports that pas- 
senger cars and trucks sold at the 
Toronto show were 25 per cent. 
greater than for the show held the 
preceding year. 


N. C. TRUCK OWNER GROUP 
FIGHTING LEGISLATION 


Raleigh, N. C., Feb. 9.—Scores of 
members of the North Carolina 
Truck Owners’ Association are in 
Raleigh this week to attend a hear- 
ing before the Judiciary Committee 
considering two bills affecting the 
trucking industry in the state. 

One of the bills provides that 
operators post a $20 fee for each 
truck, limits trucks from moving 
more than five miles from a city or 
town with more than 1,000 pounds, 
increases their taxes if they do so, 
charges the $20 in addition to the 
present tax. 





A Big Distributor 
Says:— 


“We have been a regular subscriber of the AUTOMO- 
TIVE DAILY NEWS for several years, and truthfully 
feel that its daily presence is almost indispensable in an 
automobile dealer or distributor’s place of business. 


“Our men particularly liked the special New York Show 


editions. I know we all got a 
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lot out of them.” 
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C. A. Rehtmeyer, Inc., Hudson-Essex Distributors, Pittsburgh, Pa. 


R. REHTMEYER is the type of distributor you reach when 
you advertise in Automotive Daily News. Thousands feel just 
as he does about this publication. 


The reader interest goes beyond the actual subscriber. Notice that 
Mr. Rehtmeyer’s men also read Automotive Daily News. ° 


Reaching influential distributors and dealers, the cream of the coun- 


try, is only part of the job we do for advertisers. 


Through this 


publication you also reach leading factory executives. 


Automotive Daily News 


H. A. TARANTOUS, Business Manager 
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